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point to point until a satisfactory sale is made. The saving of ever so small a percentage of the cost of duplicating freight shipment would pay for many letters, telegrams, etc. In order to send inquiries in answer to which accurate supply and demand facts may be counted upon, it is necessary to maintain either a selling organization or selling connections of a comprehensive character. Large volume of sales is essential if either kind of selling arrangement is to be maintained at reasonable cost or expenditure. The machinery required by a comprehensive selling system consists of dependable representatives to whom inquiries may be sent, who have offices and assistants for the handling of facts concerning supply and demand and for the recording of business transactions.
For numerous middlemen doing a very small annual volume of business and who, for that reason, cannot economically conduct an exclusive selling department of their own, it is customary to market their output through brokers rather than to practice consignment. In other words, the broker provides the services of a relatively comprehensive selling department at reasonable cost to middlemen whose small volume of business prevents them from maintaining their own sales systems. Similarly marketing enterprises which handle a single commodity or but a few products may find it cheaper to rely upon brokers for the service of selling than to develop this service themselves. On the contrary, where great volume of business is assured, whether it consists of one kind of products or of many, marketing enterprises are able economically to maintain individual and highly efficient selling departments or organizations.
Regardless of whether the selling service is performed by men employed by a company's own department or by men employed by other companies, such as brokers or other wholesalers of different kinds, the principle of finding a satisfactory market by first sending out inquiries or "feelers" to